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’ An Ideal Companion 1 


A “‘Lawyers Title” insurance policy is an ideal 


companion for mortgage loans — 


| . . . It helps make good real estate security almost as 


liquid as cash. 


— 


. . . It is issued by one of the Nation’s largest, strongest 


and best known title insurance companies. 


. . . It is a symbol for safe, sound title protection. 





. . . It is gladly accepted and often preferred by large 


corporate investors in mortgage loans. 


Jawyers Jitle Insurance (rporation 
Home Office— Richmond, Virginia 


TITLES INSURED THROUGHOUT 30 STATES. BRANCH 
OFFICES IN ATLANTA, BIRMINGHAM, CAMDEN, CINCINNATI, 
CLEVELAND, COLUMBUS, DALLAS, DAYTON, DETROIT, 
MIAMI, NEWARK, NEW ORLEANS, PITTSBURGH, RICHMOND, 
WASHINGTON, WILMINGTON, WINSTON-SALEM AND WINTER 
HAVEN. IN 84 OTHER CITIES, LAWYERS TITLE IS REPRE- 
SENTED BY RELIABLE AND ABLE LOCAL TITLE COMPANIES. 
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HOLC SELLS 


One of the things a reader will 
note in MBA’s annual survey of 
total U. S. mortgage debt in this 
issue is the continued decline in 
HOLC holdings. Our data are of 
December 31, 1948; since then 
there has been another sharp de- 
cline. 

Dime Savings Bank of Brooklyn 
has been awarded HOLC’s New 
York State portfolio of mortgage 
loans totaling more than $100,- 
000,000 covering the homes of 
over 40,000 families. 

Sale of the portfolio is of im- 
portance in the HOLC’s plan to 
liquidate its mortgage accounts. 
About $25,000,000 of the port- 
folio will be allotted to a syndi- 
cate of savings and loan associa- 
tions. 

Contracts are being prepared, 
and upon completion of _ this 
transaction the HOLC intends to 
repeat the operation in Massa- 


chusetts, New Jersey, Pennsyl- - 


vania and other States where it 
holds a large volume of home 
mortgages. 

It is understood that HOLC 
has tentative arrangements for 
disposing of more than three- 
fourths of the remaining 200,000 
loans during the coming year. 
Nothing further will be done until 
the independent offices appropria- 
tion bill clears congress; there is a 
rider in it which will affect the 
sale. 

During its three-year lending 
period—from June 13, 1933 to 
June 12, 1936—the HOLC loaned 
$3,093,451,000 to 1,017,821 home 
owners. Subsequent capital out- 
lays of $403,428,000 brought its 
total capital investment in mort- 
gages to $3,496,879,000. As of 
May 31, 1949, 90.6 per cent of 
this amount had been liquidated 
without net loss. It has been i 
liquidation since June 13, 1936, 
when lending ceased. 

The sale of the New York State 
portfolio to the Dime Savings in- 
volves the largest amount of 
mortgage money and the greatest 
number of individual mortgage 
loans ever to be consummated in 
a single transaction. 
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Home Office 
Los Angeles 





When selecting a title insurance company, the man of good 
judgment considers the demonstrated soundness of its man- 
agement and the assets back of its policies. 

Title Insurance and Trust Company, with capital, surplus, and 
undivided profits of more than $32,000,000, accumulated 
through conservative management over the last half century of 
its existence, offers in nine southern California counties the best 


safeguard for buyers and lenders. 


a 


TITLE INSURANCE AND TRUST COMPANY 


433 South Spring Street * Los Angeles 13, California 


BAKERSFIELD + SAN LUIS OBISPO + SANTA BARBARA «+ VISALIA + VENTURA «+ RIVERSIDE + INDEPENDENCE + SAN DIEGO 
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Will SERVICING INCOME 


OW successful will mortgage 

lenders be in their servicing op- 
erations when, as and if there is a 
decided change in economic condi- 
tions? Your servicing income may be 
adequate and satisfactory now, but 
what about the time if delinquencies 
should rise substantially, collections 
get slow and many of your loans are 
paid down to a point where the serv- 
icing differential will no longer pay 
the What then? 

That’s a problem that has been 
kicking around for several years and 
apparently bothering an increasingly 
large number of lenders. In the past 
six months—judging from the larger 
number of inquiries to the national 
office—it has become a pretty live 
subject. Present servicing fees won’t 
be adequate if the going gets tough, 
many say. What we should do is set 
up special reserve accounts to tide us 
over the periods when the servicing 
income will not meet servicing cost. 

But how? The answer could be a 
simple one—if the suggestions of a 
majority could be translated into ac- 
tion. The suggestion is that the in- 
ternal revenue department ought to 
permit setting aside reserve funds to 
meet this condition — before taxes. 
Unfortunately, the possibility of that 
seems remote. 

And what are other lenders doing 
about it? How many have set up 
special reserves, what plans are they 
using, and what is the thinking be- 
hind the amount they escrow and the 
manner of doing so? 

With no up to the minute or de- 
tailed information available on the 
subject, THe Mortcace BANKER sur- 
veyed leading mortgage firms in 25 
cities coast to coast to sample the 
question. Specifically we said to them 
that “a number of mortgage firms 
want to know what, if anything, other 


cost? 


be enough? 


Enough, that is, to do the job in later years 
when conditions may not be as favorable as 
they are at the moment. Some lenders have 
been worrying about this question and have 
suggested that special reserve accounts should 
be set up for this specific purpose. Here are 
some thoughts about it taken from our survey. 


lenders are doing to set up special 
contingent accounts to help take care 
of servicing in future years when con- 
ditions may not be as favorable as 
they are at the present time. Their 
thinking is that the present servicing 
fees may well be sufficient at the pres- 
ent but that in later years, when de- 
linquencies and foreclosures become 
more common, the present servicing 
income will be inadequate and that 
special accounts should be created 
now. What are you doing in this re- 
gard, if anything?” 

Here is the gist of what we found: 
>? Very few lenders have set up spe- 
cial accounts, but among those who 
haven’t, there is a rather strong opin- 
ion ,that maybe they should have. 
Most firms queried have given the 
matter serious thought and careful 
consideration, but few have taken ac- 
tion. 
>> A large number of lenders appar- 
ently continue to hope that a special 
reserve account of this sort can be set 
up before taxes which, under present 
laws, of course, is completely impos- 
sible. Others think we ought to try to 
work out something with the internal 
revenue that would make it possible. 

If you are one of these lenders who 
has been giving the matter some 
thought recently, you will be inter- 
ested in the conclusions of others who 
have been doing the same kind of 
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thinking. Their reasoning as to why 
they haven’t set up special reserves 
of this kind can be compared with 
your own opinions of the matter. 

For instance, William A. Clarke, 
president of the W. A. Clarke Mort- 
gage Co., Philadelphia, sees no ad- 
vantages at all in trying to do any- 
thing along these lines. 

“Since there is no tax advantage 
to be had from setting up such re- 
serves, I see noth- 
ing to be gained 
in adding to our 
bookkeeping sys- 
tem a _compli- 
cated procedure 
for setting up re- 
serves and then 
charging against 
them the added 
cost of servicing 
individual loans 
as they get below 
the theoretical profit point,” Clarke 
said. “It would cost more money than 
it would be worth to set up a system 
for analyzing servicing costs for each 
loan on our books. 

“Mortgage servicing companies do 
not need cost studies on individual 
loans but should watch their average 
of all loans serviced. Surely none of 
us is seriously considering going out 
of the mortgage loan acquisition field; 
therefore, we constantly have new 


William A. Clarke 


3 








loans coming into our portfolios at 
higher than average amounts to com- 
pensate for those that are being re- 
duced below the average by principal 
payments. If the average of all loans 
serviced constantly remains at a satis- 
factory figure, one need give no 
thought to reserves for unprofitable 


small loans. 


“T am not a great believer in com- 
plicated set ups involving reserves. In 
any business it is always possible to 
set up reserves for all types of future 
which never 
happen. I would rather add a reason- 


contingencies usually 
able sum out of earnings each year 
to surplus and, if something unusual 
against surplus 


occurs, charge it 


” 


rather than some reserve. 


Could We Convince Them? 


Oliver M. Walker, president, 
Walker & Dunlop, Inc., Washington, 
D.C., looks at it this way: 

“We have considered a reserve for 
servicing loans which have been re- 
duced to the 
profitable stage 


un- 


but haven't at- 
tempted to set up 
one as it would 
approved 


as an expense item 


not be 


in connection with 
income taxes. Our 





undivided profit 
account is sufh- 
Oliver M. Walker cient to cover a 


servicing loss for a number of years. 
We would certainly recommend that 
a firm either set up a reserve or retain 
a portion of the earnings in the busi- 
ness for the purpose of covering the 
servicing outstanding con- 
It would make little difference 
how this is handled just so long as 
sufficient the 


business to cover this contingency. I 


cost ol 
tracts. 
money is retained in 


wish someone could figure out some 


argument which would convince the 


internal revenue that such a reserve 
is practical and necessary to protect 
the servicing contracts and, therefore, 
permit this reserve be charged as 


an expense item.” 

Frank Wolff, president of W. K. 
Ewing Co., Inc., San Antonio, is one 
of many who are convinced that pres- 
ent servicing fees are not sufficient to 
cover costs if collection problems be- 
come less favorable. 


4 





“We considered setting up a re- 
serve to take care of additional serv- 
icing costs in future years but ended 
up by discarding the idea. We have, 
where the matter was optional with 
us, taken a smaller premium and a 
larger servicing fee, and in this way 
deferred income for that purpose. 

“We would like to see a feasible 
and practical solution to this problem 
since we believe present servicing fees 
are inadequate to cover costs when 
collection problems become more dif- 
ficult. Since such a reserve account 
cannot be set up before taxes, there 
is no particular advantage of apply- 
ing such a credit to a reserve account 
rather than to surplus account.” 

Wallace Moir, president, Belmont 
Company, Beverly Hills, Calif., hasn't 
set up a special account but he has 
some ideas on the subject. 

“We have not set up such an ac- 
Our loans are rather large in 
amount averaging around $19,000. 
We feel that this average unpaid bal- 
ance is sufficiently high so that we 
will probably be able to get along 
comfortably. 


count. 


“It might be a good idea to estab- 
lish a reserve fund of somewhere be- 
tween 10 per cent and 25 per cent. 
If one would set aside 20 per cent of 
the net income before taxes, it would 
probably give him about 15 per cent 
of net income after taxes; and if this 
were done each year, it would cer- 
tainly good contingency 
fund. 


provide a 


“We keep our basic salaries rather 
low, and are liberal in making ad- 
justed compensa- 
tion at the end of 
each quarter, so 
that the 
received are sub- 
stantially higher 
than the average. 
This is a _ factor 
which would be 
helpful to us in 
the event of a 


salaries 


Wallace Moir 


lower income from service fees. 


“The largest item in connection 
with our business is salary and wages. 
In the event of slow times, it is some- 
times necessary, and then understand- 
able, to reduce salary and wages. I 
am inclined to feel that a contingency 
fund, if set up, would probably work 
to the disadvantage of the employees, 
for when income drops, we are all 
reluctant to use reserve funds—even 


though they are established for that 
purpose—but are inclined always to 
let the outgo be determined pretty 
much by current income. 

“Lower gross service fees and in- 
creased work is a_ possibility, and 
should be considered. When it comes, 
the dollar will undoubtedly buy more 
than it does at the present time; and 
for that reason it will be possible to 
make adjustments in harmony with 
income which will not be detrimental 
to employees. How the problem is to 
be solved certainly depends upon the 
size and national location of the cor- 
respondent, the type of company, and 
the philosophy of the person running 
the company.” 


The Serious View 


H. H. Pence, president, The Mon- 
arch Investment Company, Wichita, 
carries no separate contingent ac- 
count but his surplus account has 
been increased each year which, of 
course, he considers as a reserve for 
servicing as well as for other needs. 
George W. Elkins, president, George 
Elkins Company, Beverly Hills, Cali- 


fornia, has given the matter con- 
siderable thought but has not found 
the answer. The same is true for 


Donald E. Nettleton, president, The 
Lomas and Nettleton Company, New 
Haven. 

“The fact cannot be brushed 
aside,” Nettleton said, “that there 
will again come a time when con- 
siderably more effort will have to be 
expended in collecting mortgage pay- 
ments and, as a consequence, higher 
costs to the servicing agent.” 

Jack H. Brown, president, Brown- 
Hamel Mortgage Company, Greens- 
boro, N. C., is one of the many who 


take a rather serious view of the 
question. 
“At this time we do not have 


much of a problem because delin- 
quencies are few and far between. 
I foresee, however, the time when, 
because of economic conditions, de- 
linquencies will be the rule rather 
than the exception and there will be 
a flood of foreclosures. When that 
time comes, the servicing agent is 
required to properly and adequately 
service the mortgages at the same 
percentage fee, but, the dollar return 
will be less because the percentage 
fee is predicated upon interest col- 
lected. Regardless of whether or not 
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the servicing account is profitable, 
we, by our servicing contract are 
required to service the mortgages in 
good times and bad to the satisfac- 
tion of our principals. It is conceiv- 
able that the servicing income can 
be much less than the cost of servic- 
ing. 

“It would that the 
Treasury Department should permit 
the corporation to build up a reserve 
account which at its maximum would 
not be over 25 per cent of the an- 
nual servicing income. It should be 
built up probably on a basis of 10 
per cent of the annual servicing in- 
come for the first year and 5 per cent 
per year thereafter until the maximum 
of 25 per cent had been established.” 

And just about everywhere else the 
replies to the survey were the same: 
they have thought about it a good 
deal but finally came to the conclu- 


seem to me 


sion that there would be no net ad- 
vantages of setting up a_ special 
reserve account. One leading Wash- 
ington lender says that his reserves 
for future contingencies are set up on 
a company basis pooled from his three 
departments, mortgages, insurance 
and property management. A_ St. 
Louis lender thinks the same 
and, with no tax advantages to be 
gained,* rests his case with building 
up his surplus. 
But not all 
follow the majority thinking in this 
question. One large Chicago lender 
has a policy of setting aside a portion 
of its earnings from the interest dif- 
ferential between bank borrowings 
and the interest rate on mortgages in 
its portfolio, together with a portion 
of its premiums, commissions, and 
servicing charges to build up a con- 
tingency fund. To continue— 


way 


mortgage companies 


This Plan Levels Off Income for 
Life of the Loan, Sponsor Says 


ND then there is the plan used by 

Eastern Mortgage Service Co. of 
Philadelphia. Let N. N. Wolfsohn, 
president, describe it: 

“We have opened a special bank 
headed ‘Eastern Mortgage 
Service Co., agent 
for Bowery Sav- 


account 


ings Bank, Serv- 
icing Account.’ 
Each month we 


deposit in it the 
regular ¥ per 
cent per annum 
service charge due 
us on the serv- 
icing of their 
mortagages. We then draw from this 
account 25c per month per $1,000 on 
the amount of the mortgage as of 
the day Bowery paid for the loan. 
We continue to collect this 25c per 
month per $1,000 for the life of the 
loan, regardless of prepayments or 
principal balance as a result of nor- 
mal monthly amortization. 

“This 25c per month per $1,000 
was arrived at after taking the total 
servicing income that would be re- 
ceived on a twenty or twenty-five 





N. N. Wolfsohn 


year loan if it were to run its full 
term and dividing it into 20 or 25 
years. This gives us a constant in- 
come which never changes as long as 
the loan is in existence. 

“When the loan is paid off in full 
or foreclosed, we total the interest 
collected and, as in the case of a 414% 
per cent loan with a 2 per cent serv- 
ice charge, we take 1/9th thereof as 
the service charge due us. We then 
multiply the collected 
each month by the number of months 
Bowery owned the loan. This gives 


amount we 


*Stage, screen, radio and cafe enter- 
tainers, through their various associations, 
are now asking the government to let 
them spread income tax payments over 
a three-year period. They contend that 
some relief should be given a star whose 
income one year may be very large but 
shrink to only a fraction of the amount 
the following year. They cite numerous 
cases of stars whose earnings have, for 
various reasons beyond their control, 
shrunk greatly from one year to the next 
and they want to spread payments over 
a three year period. This is something 
like the government has done with certain 
authors who may take four or five years 
to write a book, then realize the profits 
all in one year. The theories and reason- 
ing behind all this aren’t quite the same 
thing mentioned by the mortgage lenders 
in this article, but it’s the same general 
principle.—Eaditor. 
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amount collected. If the 
amount collected is less than the 
amount due (which is usually the 
case), we draw the difference from 
the special account. If, as a result of 
heavy prepayments, the amount col- 
lected should exceed the amount due 
us, we reimburse the account for the 
difference. 


us the 


“The question as to what would 
happen with this account in the name 
of The Bowery Savings Bank in the 
event of cancellation of the contract 
due to unsatisfactory service is a mat- 
ter of negotiation as to whether the 
balance due in this account would go 
to Bowery or Eastern. In our case, we 
would get it in the event the con- 
tract were cancelled. 

“We like this plan very much be- 
cause it levels off the income for the 
life of the loan, and we believe it 
will be particularly advantageous dur- 
ing the last half of the term of any 
loan.** We have one or two other 
ideas we are now trying out with 
various institutions. 

“There is little doubt in my mind 
that many mortgage companies will 
run into serious financial difficulties 
in the lean years if something is not 
done at this time to set up proper 
reserves. It is our opinion that re- 
gardless of the number of loans any 
mortgage company has, the 
answer to profit or loss will be the 
average principal unpaid balance of 
all loans after dividing all of the loans 
into the total unpaid balance of the 
servicing account. 

“We noticed this particularly in one 
case where we sold a company about 
$6,000,000 in loans but have not sold 
them any more for the last three or 
four years. It is simply amazing how 
quickly the principal unpaid balance 
of those loans remaining on our books 
for this company have been reduced. 
We believe that in the next two or 
three years this account will be serv- 
iced at a loss to us because we are 
not selling them any new loans to 
build the account up to a higher av- 
erage amount. 

“In our Conventional Loan De- 
partment, we are giving thought to 
changing the monthly payment loans 
to semi-annual payments when the 
principal unpaid balance on any loan 
(Continued on page 12, column 3) 
<a you would like to see the chart and forms 
used in connection with this plan, the editor of 


THE MortGaAGE BANKER will be glad to send them 
on request. 


service 
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$64 QUESTION ... 


“Can I Do That Under 
the Anti Trust Laws?” 


S IT legal? Does it violate the 

provisions of the anti trust laws? 
[hese are questions that many peo- 
have been 
years 


ple in many industries 
asking themselves in 


during a period which has seen a 


recent 


great flood of legal actions leveled 
against many companies and indus- 
tries. It is a rare company indeed 


that hasn’t taken a look at its opera- 
tions just to make sure that it was 
not doing something that the govern- 
ment contends should not be done. 
It has been observed by some legal 
authorities that the trend in Supreme 
Court decisions in has 
veered the that 
lending institutions and banks are in 
interstate commerce and, as such, no 
which fix 


service charges and other fees. 


recent years 


toward conclusion 


agreements can be made 

Apparently some new thinking and 
reasoning has been injected into the 
question with the recent ruling of 
the United States District Court for 
the District of Columbia in the real 
estate brokers’ fee case involving the 
Washington Real Estate Board. 

The court found that the Board 
did not violate the District of Colum- 
the Anti Trust Act, 
since its agreed uniform brokerage 
commissions were not “unreasonable” 
and were for “personal services” not 
commodities. The decision was in 
favor of the defendants in the civil 
action brought by the Department 
of Justice against the Washington 
Board and its 250 members, as well 
as the National Association of Real 
Estate Boards. 

The clarity with which the court 
expressed its opinion in the case and 
the trend of the thinking back of 
the decision should interest every 


bia section of 


6 


lender, particularly those who have 
watched with surprise the growing 
number of these cases and have been 
perplexed by the involved basis upon 
which they were instituted. Ob- 
viously, the decision in the Washing- 
ton case can in no way be considered 
as a criterion of what to expect in 
the future nor can it be used as a 
guide as to how a higher court may 
rule. 


Judge Holtzoff, in his opinion dis- 
missing the case, ruled that the fixing 
of the real estate brokerage commis- 
sions by the board was not illegal 
per sé. 

The court’s view was that only 
price-fixing by real estate 
brokers could be shown to restrain 
competition “unduly and unreason- 
ably” might it be found in violation 
of the Sherman Act. A further point 
was that the Sherman Act does not 
cover the prescribing of fees “for per- 
sonal services.” This was one of the 
points of the decision which was most 


Ww here 


interesting. 
The theory of the Government 
had been that any fixing of rates is 





illegal per se and constituted a vio- 
lation of the Sherman Act. 

The court, however, found that the 
rates fixed were in fact not “unrea- 
sonable” and therefore not in contra- 
vention of the Sherman Act, despite 
contention of the Government that 
the rates were uniformly fixed. 

To repeat, lenders who at times 
have been bewildered over these anti 
trust cases, will find a stimulating 
line of thinking in the court’s opinion, 
particularly when it details the con- 
fusion that existed before uniform 
commission rates were instituted. The 
opinion went on to say: 

“No evidence has been introduced 
to show that the standard rate of 
commissions prescribed by the Wash- 
ington board is unreasonable or ex- 
cessive or that this activity unduly 
or unreasonably restrains competition 
as between brokers or adversely af- 
fects the sales of real property. 

“On the contrary, there is evidence 
in the record to the effect that be- 
fore the board attempted to fix 
standard commission rates there was 
chaos and confusion, resulting in 
occasional overcharges on the part 
of the less scrupulous members of the 
craft, and that one of the purposes 
of the board was to eliminate this 
undesirable condition. The govern- 
ment contends, however, that irre- 
spective of whether it is reasonable 
or laudable, the fixing of commission 
rates is illegal per se and constitutes 
a violation of the Sherman Act. 

“Ever since the decisions of the 
Supreme Court in Standard Oil Co. 
vs. United States, 221 U. S. 1, and 
United States vs. American Tobacco 
Co., 221 U. S. 6, it has been con- 
sistently held that the Sherman Act 
does not ban all restraints of trade, 
but proscribes only those that are 
In the two cases to 


unreasonable. 





Little noticed at the time and probably even less appreciated were 
some principles expounded in the court’s decision involving the Wash- 

. ington Real Estate Board case which was dismissed. The court went 
| back to some of the old historic anti trust cases and noted that these 
involved articles and commodities while the real estate case involved 
charges for personal services. Quoting the Clayton Act, the court said, 


“the labor of a human being is not a commodity or article of commerce.” 


While the outcome of this case establishes no lasting precedent or is any 
indication of how a higher court may rule, every banker and lender will 
be interested in the principles enunciated. 


Ss 
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which I have referred, the court 
held that the Sherman Act must be 
construed in the light of reason and 
that the rule of reason must prevail. 

“In recent years it has been held 
by the Supreme Court that price- 
fixing is per se an unreasonable re- 
straint of trade and, therefore, illegal 
in and of itself, even under the so- 
called rule of reason. 

“The cases in which this doctrine 
has been formulated and enunciated, 
however, involved prices of commodi- 
ties and of articles of trade. This 
principle has never been invoked, 
so far at any rate, in connection with 
charges for personal service. There 
is a vast distinction in principle be- 
tween fixing the prices of commodi- 
ties or articles, on the one hand, and 
prescribing charges for personal serv- 
ices, on the other hand. A statement 
of the pertinent public policy in re- 
spect to personal services is to be 
found in the Clayton Act, U. S. 
Code, Title 15, Section 17. The 
statement is as follows: 

“*The labor of a human being is 
not a commodity or article of com- 
merce.’ 








Look for the 
THREE R’s 


“This is very important, basic pro- 
nouncement. The term ‘labor’ as used 
in the Clayton Act is not limited to 
the work of manual laborers or of 
mechanics. It comprises intellectual 
labor as well. Neither is the term 
restricted to the work of the poor 
or the needy. Thus there are labor 
unions ot mechanics, of clerks, of 
teachers, and of airplane pilots. Many 
other similar instances might be ad- 
duced. All of these organizations fix 
wages or salaries to be charged by 
their members. Such activities have 
never been held to form violations 
of the Sherman Act per se. 


Was the First Challenge 


“A real estate board may in a 
sense be likened to a labor union of 
real estate brokers. Admittedly there 
is no case in the Federal courts that 
has applied to personal services the 
rule that the fixing of prices of com- 
modities or articles is per se an un- 
reasonable restraint of trade. To 
contract for one’s personal services 
is a fundamental right of every man. 
For men to fix compensation to be 
charged by them for their own serv- 


INSURANCE COSTS 


ae ONLY A FRACTION 
‘\ OF YOUR PROPERTY'S 
VALUE 





And When You Buy, | Reouceo rates 
Recorps unsurpassed IN COMPLETENESS 
Rapin title CLEARANCE 





TG&T— New York’s oldest and largest title insurance 
company — offers all three, plus an important fourth 
..- Reasonable approaches to all title problems. 


TITLE GUARANTEE ano TRUST COMPANY 


CHARTERED 1883 


Main Office: 176 BROADWAY, MANHATTAN 


Member Federal Deposit Insurance Corporation 
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ices is also entirely legal. While this 
right has been generally recognized 
in respect to persons who toil for 
wages or salaries, no reason appears 
discernible why it is not equally 
applicable in principle to those per- 
sons who work for commissions. The 
instant case appears to be the first 
occasion in the history of the enforce- 
ment of the Sherman Act that the 
Government has challenged this right. 
“It is a matter of common knowl- 
edge that rates of commissions for 
brokers’ services of various kinds 
have been openly prescribed by nu- 
merous organizations of brokers for 
a great many years. This activity has 
never been condemned as violative 
of the Sherman Act, and the govern- 
ment has never so contended prior to 
this case. On the contrary, the result 
of stabilization of charges and the 
consequent uniformity has generally 
been considered as being in the pub- 
lic interest. No reason is perceived 
for changing these principles as they 
have been heretofore understood. 
“This court is of the opinion that 
for persons engaged in a particular 
(Continued on page 12, column 2) 















Total U.S. Mortgage Debt Passes $50 Billion 


That’s about where the national debt stood not too long 
ago. Rise last year was more than 18 per cent, according 
to MBA annual study of total mortgage debt in the country 


OTAL mortgage debt of the 

United States in 1948 shot up- 
ward approximately $8,274,000,000 or 
18.7 per cent over the 1947 level, ac- 
cording to the annual computation 
made by the MBA Research Depart- 
ment. The year end figure of $52,- 
343,366,140 was the highest reached 
since 1943 
the Mortgage 
Bankers 


started 


when 


Assoc la- 
tion mak- 
ing this study and 
over $22,000,000,- 
000 above the $30.- 
000,000,000 level 
at the end of 1945 
which was the low- 
est point reached 
during this period. 
The 1948 mortgage debt consisted of 
approximately $47,235,000,000 in ur- 
ban loans and $5,108,000,000 in farm 
loans. 





Mr. McCabe 


Continued activity in mortgage 
loans at a very high level by institu- 
tional life 
panies, banks, and savings and loan 
largely responsible 
for the skyrocketing debt. Life insur- 
ance companies supplied the largest 
volume of mortgage money during 
1948 by increasing their holdings ap- 
proximately $2,305,000,000 or 27.7 
per cent over the 1947 figure. By vir- 
tue of this increased activity, these 
companies are nearing the top as the 
leading private institutional investors 
in mortgage loans. 


investors, insurance com- 


associations was 


Commercial banks were the second 
most active by adding $1,451,000,000 
to their holdings or 15.3 per cent 
more than at the end of 1947. This 
rate of increase was less than one half 
of the increase commercial banks ac- 
counted for during 1947. 

Savings and loan associations ex- 
panded their mortgage portfolios by 
some $1,400,000,000 or 15.6 per cent 
over 1947. Mutual savings banks in- 
creased their holdings $728,000,000 or 
15 per cent. Fraternal societies and 


By FRANK J. McCABE 


Director of Education and Research 


associations, although small as a class 


of real estate mortgage investors, 
added about $22,827,000 to their 
mortgage holdings or 9.1 per cent 
more than at the end of 1947. The 


gain of all private institutional in- 
vestors was $5,907,000,000 or almost 


72 per cent of the total mortgage 
debt increase. 
Banks Lead 


Mortgage companies and _ individ- 
uals, principal components of the class 
designated as “others” in the compu- 
tation appearing on page 9, were 
equally as active in mortgage lending 
during 1948 as were the institutional 
investors. They increased their mort- 
gage holdings $2,300,000,000 or more 
than 22 per cent over 1947. The con- 
tinued activity of these lenders is one 
of the most significant features of the 
tremendous expansion in mortgage 
holdings among all private lenders 
which has taken place during the 
past two years. 

Commercial banks and mutual sav- 
ings banks continue to supply most of 
the mortgage money according to the 
total figures. As of December 31, 
1948, holdings were $16,465,544,000 
or 31 per cent of the total mortgage 
debt outstanding. Individuals, mort- 
gage companies, and other small 
lenders are second with $12,500,000,- 
000 or 24 per cent of the total. Life 
insurance companies have passed the 
savings and loan associations to take 
third place among mortgage lenders 
with a total investment of $10,855,- 
000,000, equalling 20 per cent of the 
mortgage debt. Savings and loan as- 
sociations reported holdings of $10,- 
400,000,000 or 19 per cent and fra- 
ternal societies and associations a total 
of $271,969,352 or less than 1 per 
cent of the year-end total. 


The mortgage holdings of federal 
agencies, exclusive of the Federal Na- 
tional Mortgage Association, contin- 
ued to decline as they have in the 
past few years. The HOLC, which 
continued to liquidate its assets at the 
rate of about $125,000,000 per year, 
accounted for most of this decline. 
However, the substantially accelerated 
activity of “Fannie Mae” in the sec- 
ondary market, reflected in its year- 
end mortgage holdings of $199,294,- 
984, caused the holdings of all 
federal agencies to reach $1,850,852,- 
788, a net rise of | per cent over 
1947. 

The 1948 total farm mortgage debt 
of $5,108,000,000 represents a $226,- 
000,000 increase or 4.6 per cent 
greater than a year earlier. Accord- 
ing to the U. S. Department of Agri- 
culture, on January |, 1946, the farm 
mortgage debt stood at $4,681,720,- 
000 a 34 year low. Since that time 
the figure has risen $427,000,000 or 
9.1 per cent. The rate of rise in 1948 
was more than double the rate in 
1947, 

As in the case of urban mortgages, 
most farm loans were held last year 
by institutional investors. Holdings by 
these groups increased $283,000,000. 
Loans held by life insurance com- 
panies registered the largest percent- 
age gain rising from $937,000,000, 
January 1, 1948 to $1,036,000,000 the 
first of this year. On the other hand 
there was a slump of about $56,000,- 
000 in the value of mortgage loans 
held by federal land banks, Federal 
Farm Mortgage Corporation, joint 
stock land banks and Farmers Home 
Administration. The largest drop 
was in the amount of $29,470,000 re- 
ported by the Federal Farm Mortgage 
Corporation. 

Except for the operations of “Fan- 
nie Mae,” the rate of decline in the 
mortgage holdings of federal agencies 
was only slightly less than in 1947. 
The rate of increase among private 

(Continued on page 16, column 1) 
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Total Mortgage Debt of the United States 


As of Dec. 31, 1947 





Urban Mortgages of Federal Agencies 


Home Owners’ Loan Corporation............. $ 486,000,000 

Reconstruction Finance Corporation........... 136,251,934 

Federal National Mortgage Association. ........ 4,420,285 
Farm Mortgages of Federal Agencies 

PEE BING ING oc ivn cs as ovine pacwnd ag unes $ 898,703,598 


109,479,463 


Federal Farm Mortgage Corporation 
198,710,174 


Farmers Home Administration 


TOTAL FOR FEDERAL AGENCIES $ 1,833,565,454 
Urban and Farm Mortgages of Private Agencies and Others 
Life Insurance Companies...................- $ 8,500,000,000 





Savings and Loan Associations................ 9,000,000,000 
POONER IE TEINS 6 kg oe ev ccadascccccuss 4,854,994, 123 
oc. os uk chaoui ene 9,431,352,000 


Fraternal Societies & Associations.............. 249,142,429 


Others (Mortgage Companies, 


Individuals, etc.) 10,200,000,000 





$42,235,488,552 
$44,069,054,006 
(f) 


TOTAL FOR PRIVATE HOLDINGS 
TOTAL URBAN AND FARM DEBT 


(a) Estimated 

(b) Reconstruction Finance Corporation 

(c) National Association of Mutual Savings Banks 
(d) The Fraternal Monitor, Rochester, New York 
(e) Institute of Life Insurance, New York 


(g) 
(h) 


(i) 


As of Dec. 31, 1948 





$ 369,000,000 (h) 
131,297,071 (b) 
199,294,984 (b) 


878,745,444 (f) 
80,009,412 (f) 
192,505,877 (f) 


$ 1,850,852,788 








$10,855,000,000(e) 
10,400,000,000(g) 
5,583,000,000(c) 
10,882,544,000 (i) 
271,969,352(d) 


12,500,000,000 (a) 





$50,492,513,352 
$52,343,366,140 


Figure from U. S. Dept. of Agric 
Agricultural Economics 





+27.7% 
+15.6% 
+15 % 
+15.3% 
+ 91% 


+22.5% 
+19.5% 
+18.7% 


culture, Bureau of 


Estimated from Federal Home Loan Bank Board 


Figures 


Survey of Current Business, June, 


Federal Deposit Insurance Corpor 


1949 


ation 





Holdings of Securities and Mortgages with Percentage 
Distribution of Assets of U.S. Life Insurance Companies 


(000,000 Omitted) 


























Securities of 
U. S. Government All Other Business and 
Securities Government Bonds any ae anne 

At Bad ot Sart py Py At End of All At End of All 
Year Year Asewts Year Assets Year Assets Year Assets 
ee $16,384 39.9 $2,156 5.2 $10,701 26.1 $ 6,675 16.3 
Seen 20,583 45.9 1,898 4.3 11,123 24.8 6,636 14.8 
I a shsia alee 21,639 44.9 1,886 3.9 13,072 27.2 7,155 14.8 
EE co ance a he 20,021 38.7 1,982 3.8 16,144 31.2 8,675 16.8 
Ee ES 16,770 30.2 2,345 4.2 20,350 36.6 10,855 19.5 

Sources: Institute of Life Insurance and Spectator Year Book 

Mortgage Holdings by Type of Loan 
% of All % of All % of All 
F.H.A. Loans Held V.A. Loans Held Other Loans Loans Held 
Life Insurance Companies.... $2,385,000,000 22% $1,135,000,000 10% $ 7,335,000,000 68% 
Savings & Loan Associations. . 565,000,000 5% 2,858,000,000 27% 6,977,000,000 68% 
Commercial Banks .......... 2,068,3 10,000 19% 3,149,523,000 29% 5,664,711,000 52% 
Mutual Savings Banks....... 602,000,000 11% 732,000,000 13% 4,248,000,000 76% 
Mortgage Companies & Others 348,880,000 3% 145,000,000 1% 12,005,120,000 96% 
Federal Agencies ........... 188,981,000 10% 141,612,000 7% 1,521,259,000 83% 
Se te ha bab k yo $6,158,171,000 11% $8,161,135,000 16% $37,752,090,000 73% 
Some of the figures used in the above computation are i 
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BIGGEST MBA CONVENTION IS ASSURED 
U.S. CHAMBER HEAD OPENING SPEAKER 


who attend MBA’s 


EMBERS 
N 


{6th annual Convention at the 
Palmer House, Chicago, September 
19 to 21—already certain to be the 


largest yet held—-will hear some of 


the most prominent men in public 


and business life pass along their 
thinking and conclusions of the status 
of our national economy today and 


particularly that area of it in which 


the mortgage industry operates. 


general sessions shapes up at the mo- 


is how the program for out 


ment—but it must be remembered 
that this year we are having two con- 
ventions in one: 

First, program as al- 
ways, four Monday after- 


noon through Wednesday morning. 


the general 
sessions, 
Second, Mortgage Servicing 
Center beginning Monday 
and running through Tuesday after- 


our 
morning 


noon 
At the general sessions we have: 


Monday morning: Inspection of the 


Exhibit of Building Industry and 
Services. 
Monday afternoon: Talks by Lin- 


dell Peterson, president, Chicago 
MBA, MBA President’s report, Wash- 
ington Counsel’s report, annual elec- 
tion of officers and annual meeting. 
Featured speaker will be 


27 HERMAN W. STEINKRAUS, 
president of the Chamber of Com- 
merce of the United States and presi- 


dent and chairman of the board of 
Bridgeport Brass Co., who will be 
making one of the few addresses he 


will give during his administration as 
head of the principal organization of 
in the country. 


business men 


Tuesda) Theme of the 
session is “Meeting the Return of a 
Normal Economy.” 
>> Speaking for Privat 
Meyer Kestnbaum, president of Hart, 
Schaffner & Marx. Mr. Kestnbaum is 
one of the leading business men of 
the country. He is a director of the 
Chicago & North Western Railway 
member of the and 


morning: 


Business, 


and a research 
policy committee of the Committee 


for Economic Development. 


>> Speaking for Money and Credit: 
A leading banker to be announced. 


10 


>> Speaking from the International 
Relations Viewpoint: To be an- 


nounced. 


Tuesday noon: Luncheon sponsored 
by MBA Bankers section. 

The speaker will be Frank M. Tot- 
ten, vice president, Chase National 
Bank of New York, one of the most 
interesting and entertaining speakers 
on financial and banking matters in 
the country. You heard him several 
years ago at an MBA meeting; don’t 
miss him this time. 


Session theme 
Mortgage 


Tuesday afternoon: 

“What Is Ahead in 
Credit.” 
>> How the federal 
housing program is likely to affect it 

Philip M. Klutznick, president, 
American Community Builders, Inc., 
the organization that is building one 
of the largest housing projects in the 
nation south of Chicago. Mr. Klutz- 
nick formerly headed the Federal 
Public Housing Administration. 


government's 


>> What the public demand is likely 
to be—James C. Downs, Jr., presi- 
dent of Downs, Mohl & Co., and 
president, Real Estate Research Corp., 
Chicago, the latter one of the leading 
real estate statistical and research or- 
ganizations in the country. 


>> FHA Operations and Policies 
Franklin D. Richards, commissioner 
of the Federal Housing Administra- 
tion. 


>> Institutional Investor's View point 
Earl B. Schwulst, president, Bow- 
ery Savings Bank, New York. 


Wednesday morning: Session theme 

“Opportunities and Responsibilities 
in the Coming Decade.” Moderator: 
George H. Dovenmuehle, vice presi- 
dent, Dovenmuehle, Inc., Chicago. 


>> Where can building costs be cut 
and by how much?—Rodney M. 
Lockwood, Detroit, president, Na- 
tional Association of Home Builders, 
Inc. 


>> What research and technical ad- 
vance have done to provide a better 
living unit—James T. Lendrum, pro- 
fessor and associate coordinator, Small 
Homes Council, University of Illinois. 





FROM THE GOVERNMENT AND BANKING WORLD 





Raymond M. Foley 


Mr. Foley, as administrator of the 
HHFA, will be the top man in the 
government’s vast new housing pro- 
You hear about it first 


gram. will 


H. R. Templeton 


hand at the Chicago Convention. Mr. 
Templeton is well known in banking 
and will speak on what is ahead for 
banks in the mortgage field. 


The Mortgage Banker for September, 1949 





>> The mortgage man’s problems 
and responsibilities—John H. Scott, 
Scott Mortgage Company, Pittsburgh. 
>> The banker's role: H. R. Temple- 
ton, vice president, Cleveland Trust 
Company. 

>> The government’s role: Raymond 
M. Foley, administrator, Housing and 
Home Finance Agency. 


MORTGAGE SERVICING 
SPEAKERS ANNOUNCED 


Continuing to emphasize—as we 
have for the past two months—that 
this year’s Convention is two-in-one, 
our auxiliary program for the Mort- 
gage Servicing Center is practically 
completed. Among the speakers and 
their subjects: 

Efficient Servicing Means Good 
Public Relations.—John W. Kelly, 
Eastern Mortgage Service Company, 
Philadelphia. 

How Manual Operations Can be 
More Efficient—W. C. Nelson, Eber- 
hardt Company, Minneapolis. 

Internal Coordination of Servicing 
Functions.—John F. Austin, Jr., T. 
J. Bettes Company, Houston. 

Savings Through Use of Cost Ac- 
counting.—James W. Rouse, Moss- 
Rouse Company, Baltimore. 

Has IBM Equipment a Place in 
Mortgage Loan Servicing?— A repre- 
sentative of Stockton, Whatley and 
Davin Company, Jacksonville, Fla. 

Effective Methods for Selecting 
and Training Servicing Personnel.— 
Lemuel J. Holt, W. A. Clarke Mort- 
gage Company, Philadelphia. 

How Mutual Understanding Can 
Cut Servicing Costs of Agent and 
Investor—Ehney A. Camp, Jr. 

Handling Escrow Funds Effectively 
—Philip F. Stein, vice president, 
Draper & Kramer, Inc., Chicago. 

Mr. Camp, who is vice president 
of Liberty National Life Insurance 
Company, Birmingham, is also mod- 
erator and Fallon A. O’Leary, Cornet 
& Zeibig, Inc., St. Louis is discussion 
leader. 

Mechanical Bookkeeping—When to 
Install and How. — Sydney Gould, 
treasurer, The Lomas & Nettleton 
Company, New Haven. 

Effective Loan Servicing by Com- 
mercial Banks. — Willis R. Bryant, 
assistant vice president, American 
Trust Company, San Francisco. 


FERD KRAMER CHAIRMAN 
CONVENTION COMMITTEE 


MBA’s Convention Arrangements 
Committee this year is headed by 
Ferd Kramer, president, Draper & 
Kramer, Inc., Chicago, who has just 
been re-elected president of Chicago’s 
Metropolitan Housing Council, for 





G. H. Dovenmuehle Lindell Peterson 


the seventh 
secutive term and 
is scheduled for 
election to MBA’s 
board at the an- 
nual meeting. 

Other 
include George 
H. Dovenmuehle, 
vice president, Do- 
venmuehle, Inc.; 
Lindell Peterson, president, Chicago 
MBA and of Chicago Mortgage In- 
vestments, Inc., and George H. Pat- 
terson, MBA secretary and treasurer. 
Able assists were furnished by three 
former MBA presidents, W. Walter 
Williams, Seattle; Frederick P. 
Champ, Logan, Utah; and Byron V. 
Kanaley, Chicago, and by Lawson 
Watts, vice president, First National 
Bank of St. Louis. 


con- 


members 





G. H. Patterson 


EXHIBIT IS CENTER OF 
CONVENTION ACTIVITY 


The center of all activity for this 
year’s Convention will be the Exhibit 
Hall with the registration, ticket and 
information desk directly in the cen- 
ter. Members are sure to be im- 
pressed with the array of displays 
by some of the largest and most im- 
portant companies in fields closely 
related to the mortgage industry. 
Every exhibitor’s product or service 
has a direct bearing on some phase 
of the lender’s activity; and it will 
be to the advantage of everyone at- 
tending to carefully inspect what is 
on display. 

You can get a good start on this 
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opening day because the Exhibit 
opens promptly at 9 a.m., Monday, 
September 19, and the convention 
proper will not be called to order 
until 2 that afternoon. 

Exhibitors include Crosley Division 
of AVCO Manufacturing Corp., In- 
ternational Business Machines Corp., 
York Tabulating Service, Stern, Lauer 
& Co., Paramount Fire Insurance 
Co., Norge Division of Borg-Warner 
Corp., New Castle Products, Inc., 
Kohler Co., Friden Calculating Ma- 
chine Co., Inc., General Electric Co., 
Crane Co., Monroe Calculating Ma- 
chine Co., Stran Steel Division of 
Great Lakes Steel Corp., Briggs 
Beautyware, Portland Cement Asso- 
ciation, Houses Division of Harnische- 
feger Corp., American Radiator & 
Standard Sanitary Corp., Kelvinator, 
Hartford Fire Insurance Co., National 
Cash Register Co. and Gray’s National 
Real Estate Service. 

The exhibiting companies indicate 
the wide range of products and serv- 
ices you'll see on display, and each 
one is worth while inspecting. Many 
are new this year so see the exhibit 
early and often. 











Year in and year out 
you'll do well with the 


HARTFORD 





— all forms of fire, marine 
and casualty insurance and 
fidelity and surety bonds. 





HARTFORD FIRE 
INSURANCE COMPANY 


HARTFORD ACCIDENT 
AND INDEMNITY COMPANY 


HARTFORD LIVE STOCK 
INSURANCE COMPANY 


HARTFORD 15, CONNECTICUT 


























CLAYTON RAND SPEAKS 
AT LEGION MEETING 


The annual meeting and election 
of officers of the Mortgage Bankers 
Legion will be held following a din- 
ner September 18, preceding the 
opening of the MBA’s 36th annual 
King, Washing- 

Marshal, 


organization’s 


convention, W. L. 
ton, D. C.,, 

The 
bership consists of present and former 
the MBA who 
have served at least one term in that 
Rand, editor and 
will be 


Grand an- 


nounced. mem- 


members of board 


capacity Clayton 
publisher of Gulfport, Miss., 
the speaker. 


PEOPLE AND EVENTS 


>> ACQUISITIC INS: Caldwell Mort- 
gage Co., Caldwell, N. Th 
quired the business and physical 
assets of Caldwell Mortgage & Title 
Abstract Co., including the mortgage 














has ac- 


originating and servicing contracts, 
John S. Throckmorton, president, an- 
. Republic National Life 
Insurance Co., Dallas, has purchased 
Alliance Life Insurance Co., Chicago, 
for $3,600,000, Theodore P. Beasley, 


president, announced. 


>>? PURELY PERSONAL: 
Milton T. MacDonald, nominee 
MBA vice president, gets to the Con- 
vention he will have some first hand 
Europe 
where he’s been 
President Nielsen 
worker on his Colorado 


nounced 


When 
for 


today because 
this summer. 


had a 


ranch 


reports ol 
that’s 
new 
this 


LAND TITLE 


SERVICE 
COVERS 


ON CONVENTION PROGRAM 





J. R. Jones John Scott 


Mr. Jones is vice president of the 
Security-First National Bank and 
Trust Company, Los Angeles, and 
headed our Clinic committee in that 
city this year. He will preside at the 
luncheon sponsored by the Bankers 
Section. Mr. Scott is head of Scott 
Mortgage Company, Pittsburgh, and 
will speak in the panel group at the 
closing session. 


summer, none other than the son 
of past president Guy T. O. Holly- 
day of Baltimore. Among the 
little known facts that interest people: 
George H. Dovenmuehle, Chicago, 
MBA board member, among _ his 
other activities, is a curler, or curling 
player or whatever people who play 
the old Scottish game of curling are 


called. 


ANTI TRUST LAWS 


(Continued from page 7) 
occupation to fix or prescribe a stand- 
ard charge for their services does not 
alone and of itself create an unrea- 
sonable restraint of trade in violation 





of the Sherman Act. A different 
problem might be presented if the 
rates fixed were shown to be unrea- 
sonable or oppressive in themselves 
or if it appears that they resulted 
in a substantial diminution of com- 
petition or otherwise created an un- 
reasonable restraint of trade or com- 
merce. There is no such showing or 
even contention in this case.” 

The government had _ indicated 
that if the decision in the Washington 
case was favorable to its contention, 
it might move against the security 
exchanges. What effect the Washing- 
ton decision will have is anyone’s 


guess. 


N. N. WOLFSOHN'S PLAN 


(Continued from page 5) 


is $3,000 or less and where the cur- 
rent market value of the property is 
$5,500 or more, and in a case where 
the principal unpaid balance is 25 
per cent or 30 per cent of the value 
of the property, to waive amortiza- 
tion completely, or at least confine it 
to an annual payment. 

“The principal 
monthly payment loans increases 
every month inasmuch as interest is 
charged only on the unpaid balance. 
Therefore, after a loan is on the books 
for about ten years, the largest por- 
tion of the monthly payment is allo- 
cated to principal. Consequently, it 
does not make sense in many cases to 
continue heavy amortization on a 
loan that has been reduced to a 
point where there is no question of its 
security.” 


reduction on 
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PHILADELPHIA MBA CLINIC 
DRAWS MORE THAN 300 


The Philadelphia MBA, under the 
administration of C. Armel Nutter, 
president, has had one of the most 
active years in its history; and when 
the members all get together, as you 
see them in the photo above, it is 
quite an impressive gathering. 

The Association’s clinic this yéar 
attracted more than 300 and was ar- 
ranged by a committee headed by 
G. M. Burlingame and _ including 
Raymond Armstrong, David Baird 
Fox, John J. Harrington, Robert 
Irving, Maurice R. Massey, Jr., Ed- 
ward McConnell, James J. McHugh, 
Jr., Russell Rosenfelt, M. F. Town- 
send, William T. Walsh, Jr., Nat 
Wolfsohn and Mr. Nutter. 

Claude L. Benner, president, Con- 
tinental American Life; Oscar I. 
Stern, Society of Residential Ap- 
praisers; Philip N. Brownstein of the 
Va; Howard N. Neilson, of Connecti- 
cut General and Arthur Gretz of 
FNMA were the speakers. 


J. E. WHITMORE NAMED 
HEAD OF HOUSTON MBA 


John E. Whitmore, vice-president, 
National Bank of Commerce, has 
been elected president of the Houston 
MBA. 

Other newly-elected officers are: E. 
A. Marley, Pacific Mutual Life In- 
surance Company, first vice-president; 
John F. Austin, Jr., T. J. Bettes Com- 
pany, second vice president, and 

(Continued on next page) 
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>> IN PHILADELPHIA: Speakers table, Philadelphia Clinic. Left to right: 
Arthur Gretz, FNMA examiner; Maurice R. Massey, Jr., vice president, Peoplee Bond 
and Mortgage Co. and Chairman, Philadelphia’s FHA committee (in background Phil 
Zinman); Oscar Stern, Society of Residential Appraisers; C. Armel Nutter, Philadelphia 
MBA president and MBA board member; Howard Neilson, regional manager, mortgage 
and real estate department, Connecticut General; G. M. Burlingame, Clinic chairman 
and vice president, Bryn Mawr Trust Company, Wilmington; Claude L. Benner, presi- 
dent, Continental American Life, Wilmington; William T. Walsh, Jr., Fidelity-Philadel- 
phia Trust Company; Philip N. Brownstein, assistant chief, VA loans service and claims 
division; M. F. Townsend, vice president, First Mortgage Company of Philadelphia. 


IN THE METROPOLITAN DETROIT AREA 
FHA. TITLE Ils — G1. 501s —G.1. 505s 


We are an approved F.H.A. mortgagee and are servicing over 
$23,000,000 in F.H.A. and G.I. mortgages. We are correspondents 
for some of the leading insurance companies and banks. We origi- 
nate and close on an average of more than a million dollars in 
F.H.A. and G.I. loans monthly. 


Our specialty is Title II 442% F.H.A. mortgages on existing 
dwellings with substantial equities. We have a successful record 
of experience in the mortgage field and a highly trained personnel. 

If you are interested in securing desirable F.H.A. Title II mort- 
gages, G.I. (501) loans or combination (505) loans in the Metro- 
politan Detroit area, we would welcome your inquiry. 


MICHIGAN MORTGAGE CORPORATION 
2442 National Bank Building 
Detroit 26, Michigan 





Ore HBAs 


ee ee | ot, 





BALTIMORE MBA HOLDS 
OUTING AT HOLLYDAY'S 


The Baltimore MBA usually 
monthly luncheon meetings but 
departed from custom and 
held a summer outing at the 
home of Guy T. O. Hollyday, 
president of MBA. Softball, singing, 
a steak dinner, mint juleps and 
Maryland rye among the fea- 
tured attractions of the day. Samuel 
E. Neel, MBA Washington counsel, 
guest and entertained with a 
Sky. Mary- 


holds 
only 
this year 
country 
former 


beer, 


were 


was a 
rendition of Riders in the 
land Title Guarantee Co. and The 
Title Guarantee Company, both of 
Baltimore, provided the other musical 


entertainment. Some of those seen by 


[THe Mortcace BANKER camera: 
Left photo, left to right: James W. 
Rouse, president, The Moss-Rouse Com- 


pany and MBA regional vice president; 
John McC. Mowbray, president, The 
Roland Park Company; and W. Burton 
Guy, president, W. Burton Guy & Co. 

Center photo: James W. Leyko, The 
Title Guarantee Company and Baltimore 
MBA secretary-treasurer; Paul P. Swett, Jr., 
Baltimore MBA president and treasurer, 
Baltimore Life Insurance Company; Thomas 
W. Offutt, Baltimore County Mortgage Co.; 
Albert Keidel, Jr., Piper & Hill, and Balti- 
more MBA vice president; Thomas Ma- 
hool, The Moss-Rouse Company; and 
George H. Schmidt, vice president, The 
Title Guarantee Company. 

Right photo: Guy T. O. Hollyday, pres- 
ident, The Title Guarantee Company; Mr. 
Swett; and Guy T. O. Hollyday, II. 


HOUSTON MBA ELECTS 
H. Beardon, Hodell & Co., 


secretary-treasurer. 


Thomas 


directors in- 
Alltex Home 
Ed Rosser. Al- 


[The new board of 
cludes G. D. Mulloy, 
Finance Corporation; 
lied Building Credits; Wade 
David C. Bentliff & Co.: Ira F. 
First National Bank; Everett Matt- 
son, T. J. Bettes Company; Russeil 
Houston First Federal Sav- 
ings and Loan Association, and H. L. 


Hodell of Hodell & Co. 


Barnes, 


Reed, 


Goldy, 
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>> IN ST. LOUIS: Every year the St. Louis MBA honors its past presidents 


with a Past Presidents Night. The men who have headed the Association in 
the past come wearing a white carnation, get their dinner free and a handful 
of refreshment tickets which only they can use. This year 13 of the living 
past presidents were on hand for the event. Roland C. Beherns, vice presi- 
dent, St. Louis Union Trust Company, spoke on “Capital, Profits and 
Wages.” The 13 past presidents who attended were: 

First row from left: Chas. H. Christel, Rodemyer-Christel & Co.; Andrew S. Love, 
Edward K. Love Realty Co.; George Altman, Income Investment Co.; McCune Gill, 


Title Insurance Corp.; J. Gregg Driscoll, General American Life Insurance Co.; Julius S. 
Feydt, Jr., Julius S. Feydt Realty Co.; William W. Butts, William W. Butts Realty Co. 

Second row from left: Fallon A. O’Leary, Cornet & Zeibig, Inc.; S. R. Kinsella, 
Giraldin Bros. Real Estate Co.; Wm. H. Jaffke, Mercantile-Commerce Bank & Trust 
Co.; Minard T. MacCarthy, Industrial Bank; Joseph H. Schenk, Jefferson Standard 
Life Insurance Co.; Daniel Sheehan, Dolan Company. 
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CORRESPONDENTS TRIM 
BANKERS IN CHICAGO 


Two hundred turned out for Chi- 


cago MBA’s annual summer outing - 


where golf, the annual ball game be- 
tween Bankers and Correspondents 
and a steak dinner were featured 
attractions of the day. 

William Kemp, McKey & Poague, 
Inc., won the President’s Golf Cup 
with a low gross for members of 78. 
Other golf awards went to Harold T. 
Teasdale, Oak Park Trust & Savings 
Bank; Harold F. Yegge, Henry P. 
Kransz Company; William Vance, 
Draper & Kramer, Inc.; George H. 
Dovenmuehle, Jr., Dovenmuehle, 
Inc.; and Maurice A. Pollak, Draper 
& Kramer, Inc. 

The Correspondents, captained by 
Frank Shugrue, Henry P. Kransz 
Co., won the ball game 21 to 6. Jack 
Gleason, Jr., First National Bank of 
Chicago, was captain of the Bankers. 

Lindell Peterson, Association Presi- 
dent, presided at the dinner. Com- 
mittee in charge included Maurice 
A. Pollak, chairman; Joseph J. Day, 
Broomell Brothers, Inc.; Anthony C. 
Duvall, Marquette National Bank; 
Philip T. Green, Coonley & Green, 
Inc.; Fred C. Hack, Jr., Hall & Ellis; 
Robert Jacobsen, First Management 
Corporation; Henry W. Kennedy, 
McKey & Poague, Inc.; Joseph Pan- 
erali, First National Bank of Chicago, 
and Thomas J. Purcell, Hogan & 


Farwell, Inc. (See photos at right.) 





PERSONNEL 











LIFE INSURANCE MORTGAGE LOAN 
POSITION WANTED 

Business executive accustomed to deal- 
ing with business executives, and having 
excellent background finance and mort- 
gage loans in fair weather and foul, would 
like to become associated with insurance 
company as mortgage loan representative 
in some metropolitan area. Will stand 
thorough investigating. Write Box 186, 
Mortgage Bankers Association of America, 
111 W. Washington St., Chicago. 


MORTGAGE MAN AVAILABLE 

Man of mature judgement and demon- 
strated executive ability, thoroughly versed 
in all the mechanics of the technical end 
of mortgage loan financing. Write Box 
187, Mortgage Bankers Association of 
America, 111 W. Washington St., Chi- 
cago 2. 

BANK PRESIDENT AVAILABLE 

Bank president resigned from $5,000,000 
country bank. Age 46. Sound, aggressive 
administrator. Best references. Thoroughly 
experienced FHA, GI and RFC loans, real 
estate and insurance. Available imme- 
diately. Will go anywhere. Write Box 188, 
Mortgage Bankers Association of Arnerica, 
111 W. Washington St., Chicago 2. 





Foursome at golf at Chicago MBA outing: Left to right: L. D. McKen Chi 
Title & Trust Co.; Herbert H. Kant and Edgar N. Greenebaum, both of ioutete 
Investment Co., and Harold F. Yegge, Henry P. Kramer Co. (Real Estate News photos) 





Outing committee of Chicago MBA: Left to right, seated: Lindell Peterson, Chicago 
Mortgage Investment Co., president, CMBA; Helen M. Lawler, executive secretary 
CMBA; Maurice A. Pollak, Draper & Kramer, Inc., chairman; Henry W. Kennedy, 
McKey & Poague, Inc., and Arthur W. Draper III, Draper & Kramer, Inc. Standing: 
Fred Hack, Hall & Ellis; Joseph Panerali, First National Bank of Chicago; Robert Jacobsen; 
Thomas J. Purcell, Hogan & Farwell, Inc.; Frank Shugrue, Henry P. Kransz Co.; Joseph 
J. Day, Broomell Bros., and Philip T. Green, Coonley & Green. 





Also at Chicago, left to right: Arthur W. Draper III, Draper & Kramer, Inc.; Norman 
B. Shogren, Chicago area rent director; Thomas J. Purcell, Hogan & Farwell, Inc.; Ward 
J. Gauntlett, Sharon Mortgage Co., and Merrill Bonnevier, mortgage sales department, 
Allied Building Credits, Inc., Los Angeles. 





Another Chicago group, left to right: Hugo Dalmar, Jr., H. Dalmar & Co.; F. Z. 
Gifford, Republic Realty Mortgage Corp.; Nicholas Prassas, George W. Prassas & Co.; 
Milton Johnson, Youngberg-Carlson Co.; Winfield C. Warman, Sumner Mortgage Co., 
and Howard E. Green, Great Lakes Mortgage Corp. 


The Mortgage Banker for September, 1949 15 








MORTGAGE DEBT JUMPS 
(Continued from page 8) 


lenders was also somewhat less. The 
holdings of life insurance companies 
increased about 7 per cent more in 
1948 than in 1947, mutual savings 
banks, 6 per cent more and fraternal 
societies and associations, 3 per cent. 
On the other hand commercial banks 
showed a rate of increase of over 40 
per cent less and savings and loan as- 
sociations of almost 10 per cent less 
than in 1947. Consequently, private 
lenders now hold approximately 96 
per cent of all urban and farm mort- 
gages. 

Che tables on page 9 give a break- 
down of the 1948 mortgage debt by 
type of loan and participation of 
lender. It is to be noted that 73 per 

mortgage held at 
totalling about $36,231-, 
000,000, were farm and conventional 
urban loans held by private investors. 
This is approximately $5,000,000,000 
more than the volume of these loans 
held by those the 
of 1947. The volume of veterans’ 
loans held totalled $8,161,135,000 or 
16 per cent of the total and the vol- 
ume of FHA loans was $6,158,171,- 
000 or Il per cent of the mortgage 
debt. It is interesting to note that the 
totals on VA and FHA loans show a 
volume increase of approximately $1,- 
700,000,000 in each case over 1947. 

Life companies have 
supplanted commercial bankers as the 
largest class of FHA loan investors, 
their holdings totalling $2,385,000,000 
or 38 per cent of all FHA loans un- 
paid as of December 31, 1948. This 
figure represents an increase of 6 per 
cent 1947. The second largest 
class of investors in FHA loans were 
commercial banks with a volume of 
$2,068.310,000 or 33 per cent of all 


cent of all loans 


year-end, 


investors at close 


insurance 


over 


FHA loans held. At the end of 1947 
commercial banks held 45 per cent of 
all FHA loans, mutual savings banks 
came next with $602,000,000 or 11 
per cent of the FHA total followed 
by savings and loan associations with 
$565,000,000 or 9 per cent; mortgage 
companies and other private investors 
accounted for $348,880,000 or 6 per 
cent; and federal agencies (largely 
FNMA) were last with $188,981,000 
or 4 per cent. 


Banks Pass B&L’s 


During 1948 
passed savings and loan associations 
as the largest holders of G.I. loans. 
rheir holdings totalling $3,149,523,- 
000 or 38 per cent of all G.I. loans 
held by lenders and investors at the 
year’s end. This represents a 7 per 
‘ent increase in veteran loan activity 


commercial banks 


associations were in second place with 
by banks over 1947. Savings and loan 
$2,858,000,000 or 35 per cent of the 
total, a percentage decline of 3 per 
cent from 1947. The G.I. holdings of 
life insurance companies totalled $1,- 
135,000,000 or 14 per cent of all such 
loans on December 31, 1948, a per- 
centage increase of 
1947. The holdings of mutual savings 
banks to $732,000,000 or 
9 per cent of the total, 2 per cent 
more than at the end of 1947. Mort- 
gage companies and other private 
lenders with $145,000,000 or 2 per 
cent ( a decline of 3 per cent from 
1947) and federal agencies with 
$141,612,000 or 2 per cent (again 
mostly FNMA) of the total, complete 
the G.I. loan picture. 


+ per cent over 


amounted 


Mortgage and_ other 
private lenders were the most active 
in the field of farm and conventional 
loans in making and holding a vol- 


companies 





IF YOU WANT THE BEST 
“ON THE GROUND" 
NORTH SHORE 
MORTGAGE REPRESENTATION 
AT SENSIBLE RATES 
For All Types of Property 


CONTACT 


COONLEY and GREEN, Inc. 


FIRST MORTGAGE BANKING 
Since 1898 


INQUIRIES SOLICITED 


508 DAVIS STREET 
EVANSTON, ILLINOIS 











ume of $12,006,120,000 at year-end. 
Their holdings represent 31 per cent 
of all unpaid farm and conventional 
loans. Life insurance companies held 
20 per cent or $7,335,000,000 in con- 
ventional and farm loans. The hold- 
ings of savings and loans associations 
totalled $6,977,000,000 or 18 per cent 
of the total volume. Commercial 
banks with $5,664,711,000 or 15 per 
cent, mutual savings banks with $4,- 
248,000,000 or 11 per cent and fed- 
eral agencies with $1,521,259,000 or 
5 per cent of all conventional loans, 
follow in that order. 


A number of factors accounted for 
the booming mortgage debt, the most 
important being the continued high 
volume of private construction. 


A record high volume of mortgage 
loan activity by institutional investors 
also played an important part in caus- 
ing the high mortgage debt. Today 
the mortgage market is essentially an 
institutional investors’ market. The 
Federal Home Loan Bank Board esti- 
mates that non-farm real estate financ- 
ing totaled $11,600,000,000 during 
1948. Institutional investors accounted 
for almost $8,000,000,000 of this total. 
Mutual savings banks and life insur- 
ance companies increased their mort- 
gage loan activity 25 per cent and 21 
per cent respectively over 1947. Sav- 
ings and loan associations and com- 
mercial banks maintained a high level 
of participation. The increased in- 
terest of life insurance companies in 
the mortgage loan market is reflected 
in the larger per cent of assets invested 
as shown in the chart on page 9. The 
other contributing factors were con- 
tinued high construction costs and 
real estate prices which were reflected 
in larger mortgage loans and the sub- 
stantially increased number of G. I. 
home loans made during the past year. 


IN BALTIMORE, MARYLAND AND VICINITY 


Lawyers Title Insurance 


Corporation 
(RICHMOND, VIRGINIA) 


REPRESENTED BY 


Real Estate Title Company 


INCORPORATED 


Keyser Building 


Baltimore 2, Maryland 


Lexington 3212-13 
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MAKE IT BUSINESS AND 
PLEASURE AT CHICAGO 


This year, more so than at any time 
in recent years, members can combine 
their Convention trip with a delight- 
ful vacation. Chicago has a great 
deal to offer in the way of fun and 
you will be in town during a good 
time to see and do a lot of things. To 
mention a few: 


>> SIGHTS: First, the big Railroad 
Fair which you should not miss under 
any circumstances. It’s like a World’s 
Fair with all sorts of shows and other 
And especially don’t 
pageant, Wheels 


entertainment. 
miss the thrilling 
A’Rollin’. 

Then, if you have never seen the 
Adler Planetarium, you’ll find it most 
worthwhile. The Art Institute, Acad- 
emy of Sciences, Historical Society, 
Natural History Museum, Museum of 
Science and Industry, Shedd Aquari- 
um and Oriental Institute will merit 
your attention if you have the time. 

Maybe you’ve never seen the Chi- 
cago Board of Trade, world’s largest 
grain exchange, in action. It’s worth 
seeing and you can do it anytime 
during trading hours. Or the Chicago 
Stock Exchange as well which, about 
that time, may have become the Mid- 
west Stock Exchange by virtue of a 
merger with six other regional ex- 
changes. 
>> SPORTS: The Cubs will be 
playing Philadelphia, Brooklyn and 
New York while you are here and 
you'll have your choice of harness 
racing or the other kind. And if you 
care for polo you can see some matches 
while you’re here; or if you’d like to 
take a lake excursion that’s available 
too. 
>> LADIES: There’s plenty for the 
ladies to do and see while they are 
in Chicago. Many of them like radio 
broadcasts and a number of excellent 
audience participation programs orig- 
inate in Chicago. If you want tickets, 
just write the following; you'll find 
that radio stations are rather so- 
licitous of out-of-town inquiries: 

WBBM (Columbia) 410 N. Michi- 
gan Ave. 

WENR (American) 222 W. North 
Bank Dr. 

WGN (Mutual) 441 N. 

WLS (Prairie Farmer) 
Washington Blvd. 

WMAQ (National) 222 W. North 
Bank Dr. 


Michigan 
1230 W. 


BUILDER HEAD SPEAKER 


Rodney M. Lockwood 


The president of the National Asso- 
ciation of Home Builders who this 
past year has taken a leading part 
in presenting the private enterprise 
viewpoint in Washington and repre- 
senting the building industry in other 
fields as well will be among the 
speakers you will hear in Chicago. 


As for television, three stations are 
open to visitors. For tickets write 
WBKB, 190 N. State St.; WENR- 
TV, 20 N. Wacker Dr.; WGN-TV, 
400 W. Madison St. 

And if you want MBA to assist you 
in securing tickets, let us know. 

All ladies like to visit big depart- 
ment stores. Chicago’s big State Street 





stores will be having elaborate style 
shows while you are here. Among the 
best known is that of Marshall Field 
& Co. in the Walnut and Narcissus 
tearooms at 11:30 A.M., 12:30 and 
1:15 P.M. Carson, Pirie Scott & Co. 
have Wednesday shows at 12:15, 1:00 
and 1:30 P.M. and Charles A. 
Stevens on Tuesdays and Wednesdays 
at 12:15 and 1:30 P.M. in the Circle 
Tea Room. Tell the ladies about 
these because they will enjoy them 
immensely. 

Regardless of your tastes, regardless 
of how many times you have visited 
Chicago before, there’s plenty to in- 
terest you this year; and September is 
one of the best months of the year to 
visit the city. All this, added to a full 
Convention program such as MBA is 
offering, should keep you busy. 


EVENING OF PLEASURE 


Remembering the success of past 
MBA cabaret parties, such as that in 
Cleveland in 1947, members will again 
have a big evening planned for them 
in Chicago. It’s the only evening 
event of the Convention and _ is 
planned for Tuesday. Merriel Abbott 
of the famous Abbott dancers and di- 
rector of entertainment for Hilton 
Hotels is creating and will stage the 
show. It is top flight in every respect 
and one thing you will not want to 
miss. Your ticket will include dinner 
and favors. You will get a detailed 
announcement about it soon. 








OPPORTUNITY 


IN NEW YORK 





New York area. 
pondent service. 
invited. 


LAWYERS 





Well-Established Correspondent 
Seeks Additional Mortgage Loan Account 
In Greater New York 


This company is a well-established correspondent 
and approved FHA mortgagee, with a 55 year 
record of experience in the mortgage field. We 
are seeking an additional mortgage account for 
conventional and commercial loans in the Greater 
Our company is fully-staffed 
and equipped to supply the best type of corres- 
Inquiries from life insurance 
companies, institutional investors and banks are 


MORTGAGE CORPORATION 
115 Broadway, New York 6, N. Y. 


Chartered under the Insurance Law of New York State 


Area 
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33 AUTHORS WILL CONTRIBUTE CHAPTERS 
TO MBA TEXTBOOK ON MORTGAGE LENDING 


The 33 mortgage bankers, econo- 
mists, title men and others who will 
contribute chapters to the first text- 
book on mortgage 
banking ever pub- 
lished have all 
accepted their as- 
signments and 
publication of the 
work is now sched- 
uled for some- 
time after the first 
of the year, Robert 
H. Pease, 
Draper 


» 


Robert H. Pease 





vice 


president, 


& Kramer, Inc., 

Chicago, and textbook editor, an- 
nounced. 

The wide scope of the work can 


be seen from the complete coverage of 
all phases of the industry. Chapters, 
and the authors who will write them 
are: 

Mortgage Lending Practices 1915- 
0 by Frederick M. Babcock, presi- 
Frederick M. Babcock 
Company, Washington, D. C. 

Real Estate 


James C. Downs, Jr., president, Real 


dent, and 


Value and Cycles by 


Estate Research Corporation, Chi- 
cago. 

Interest Rates, Economic Cycles 
and the Mortgage Market by Dr. 


Marcus Nadler, professor of finance, 
New York University 

Lau for the 
McCune Gill, 


Insurance Corporation of St 


Banker by 
litle 
Louis. 


Mortgage 
vice president, 
General Principles of Appraising 
the Property for Mortgage Lending 
Purposes by John C. Tredwell, New 
York. 

Appraising Residences for 
gage Lending Purposes by 
QO. Walther, Chicago. 

Appraising Apartment Buildings for 
Mortgage Lending Purposes by Rob- 
ert C. Nordblom, president, Nord- 
blom Company, Boston. 

Appraising Office Buildings for 
Mortgage Lending Purposes by Wat- 
son A. Bowes, Denver. 


Mor t- 
Herman 


Appraising Stores for Mortgage 
Lending Purposes by Dr. Thurston H. 
Ross, Beverly Hills, Calif. 
Appraising Industrial and Special 
Purpose Property for Mortgage Lend- 


ing Purposes by Wallace W. True, 


vice president, The Lincoln Savings 
Bank of Brooklyn. 

Analysts of Borrower Credit—TIn- 
dividual Borrower by Harry A. 
Fischer, vice president, The Mutual 
National Bank of Chicago. 

Mortgage Loan Underwriting on 
Residences by Kenneth J. Morford, 
executive vice president, Burwell & 
Morford, Seattle. 

Mortgage Loan Underwriting on 
Apartments by Paul J. Vollmar, vice 
president, The Western & Southern 
Life Insurance Company, Cincinnati. 

Mortgage Loan Underwriting on 
Stores by T. S. Burnett, vice president 
Pacific Mutual Life Insurance Com- 
pany, Los Angeles. 

Mortgage Loan Underwriting on 
Office Buildings by H. J. Tobin, vice 
president, The Northwestern Mutual 
Life Insurance Company, Milwaukee. 

Mortgage Loan Underwriting on In- 
dustrial—S pecial Purpose Property by 
Glenn McHugh, vice president, Equi- 
table Life Assurance Society of the 
United States, New York. 

Selling Mortgage Loans by William 
L. Leighly, vice president, Doven- 
muehle Inc., Chicago. 

Closing the Loan by Robert E. 
O’Dea, trust officer, Chicago Title & 
Trust Company. 

Servicing Mortgage Loans—Small 
Portfolio by Howard S. Bissell, presi- 
dent, Howard S. Bissell, Inc., Cleve- 
land. 


Servicing Mortgage Loans— Large 
Portfolio by Oliver M. Walker, presi- 
dent, Walker & Dunlop, Inc., Wash- 
ington, D. C. 

Construction Loans by Walter E. 
Berg, vice president, Dovenmuehle, 
Inc., Chicago. 

Farm Loan Appraising and Under- 
writing by Charles A. Stewart, vice 
president, The Mutual Life Insurance 
Company of New York. 

Farm Loan Servicing and Busi- 
ness Acquisition by Frank C. Waples, 
president, Midland Mortgage Com- 
pany, Cedar Rapids, la. 

Acquiring New Business by W. 
Walter Williams, president, Conti- 
nental, Inc., Seattle. 

Mortgage Investors—Insurance 
Companies by Norman H. Nelson, 
vice president, The Minnesota Mu- 
tual Life Insurance Company, St. 
Paul. 

Mortgage Investors—Building and 
Loan Associations — Walter Gehrke, 
president, First Federal Savings & 
Loan Association of Detroit. 

Mortgage Investors—Commercial 
Banks by J. R. Jones, vice president, 
Security-First National Bank of Los 
Angeles. 

Mortgage Investors—Mutual Sav- 
ings Banks by Earl B. Schwulst, presi- 
dent, The Bowery Savings Bank, New 
York. 

Mortgage Investors — Trusts, Edu- 
cational Institutions and Endowment 
Funds by Lyndon H. Lesch, assistant 
treasurer, University of Chicago. 

(Continued on page 20) 








St., Chicago 2. 





CLOSING DEPARTMENT HEAD 


Mortgage company in Michigan closing and 
disbursing two million monthly, representing 
three major life companies, requires competent 
and experienced man as head of Closing De- 
partment. Twenty-four persons now in depart- 
ment. Must be able to operate on production 
line basis. Write Box 189, Mortgage Bankers 


Association of America, 111 W. Washington 
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TITLE HEADQUARTERS 


IN THE 
NATION 








wea FIRST TRUST CO 
OKLAHOMA CITY, OKLA. 






Among the 2,000 Members 








of the 
American Title Association 
AMERICAN-FIRST 
holds 
For 29 years, American-First . . . Oklahoma's FIRST AWARD 
oldest and largest title company ... has been a in Advertising 
constructive factor in the swift growth of the 
state. 
Today, with its staff of 135 people, including 19 
highly trained specialists having a combined Financial 
total of 465 years’ title experience, this organi- iin Responsibility 
; : i : erican-First Trust Company 
zation is notably equipped to serve you in the has no contingent liabilities on 
account of repurchase agree- | 
Southwest. | ments, guaranteed mortgages or | 
other securities. We are super- | 
Make use of our facilities, our experience and eS eee | 
our efficient, dependable service. You'll like home. | 


doing business with us. 





AMERICAN-FIRST TRUST COMPANY 


OKLAHOMA CITY, OKLAHOMA 


CAPITAL AND SURPLUS $1,000,000 . .... .. . . «+ « + + 101 FIRST NATIONAL BLDG. 
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LOOKING AHEAD 


RENT CONTROL'S LAST LEGS? 

Those who were confidently pre- 
dicting the end of rent control as one 
of the results of the presidential elec- 
last later to have their 
hopes blasted—are on firmer ground 
now in looking ahcad to the end of 
this last of the wartime controls next 
June. It seems safe to predict, come 
next June 30 when the present law 
expires, that there will be no exten- 
sion. And the opinion is growing that 
property owners are likely to get more 
and more favorable treatment from 
Increases now 


tion year 


the expediter’s office. 
all along the line will forestall abrupt 
jumps nine months from now is the 
reasoning. 

Since April 1, more than 700,000 
housing units formerly under rent reg- 
ulations have been lifted in areas with 
a total population of over six million. 

[his leaves regulation of rentals in 
over 1,000 counties with more than 
about 70 per 
Only cities of 


95 million population 
cent of the U. S. total. 
any size which have been decontrolled 
are Phoenix, Ariz.; Little Rock, Ark.; 


St. Petersburg, Fla.; Sarasota, Fla.; 
Boise, Idaho; Dallas, Texas, and 
Knoxville, Tenn. 


Since April 1, when the 1949 rent 


became effective, over 90 cities, 


law 
mostly small ones, have abandoned 
federal rent regulations. Two-thirds 


of these are in Texas (28 cities), 
Oklahoma (21) Kansas (11). 
Seven towns in Florida, six in Ten- 
nessee, three in New Mexico and 
Indiana have decontrolled; others are 
in Arkansas, Mississippi, Utah, Ari- 
zona, Washington and California. 
Some state legislatures are ending 
controls. Texas is dropping regulation 
October 19, but giving cities the right 
to set rent ceilings. Nebraska’s decon- 
trol is supposed to become effective 
governor 


and 


November 15. Wisconsin’s 
has just signed a measure doing away 
with federal control but continuing 
state rent controls through June |}, 
with for increases 
ranging from 15 per cent to 30 per 
cent. The Alabama legislature passed 
a “decontrol” resolution but this is 
snarled up in a court action. 

There has been a slowdown in the 
number of decontrol from 
During May and June, they 


some provisions 


requests 


cities. 


20 


were coming in at the rate of 12 to 
14 weekly. Since the early July peak, 
the average has dropped to around 
five a week. 

Of the more than 17 million dwell- 
ing units under federal rent ceilings 
at the peak in April, 1947, some 3,- 
500,000, or 20 per cent, have now 
been decontrolled. In addition, land- 
lords of something over four million 
dwellings have been allowed to in- 
crease rents. 

Rent control—at long last—seems 
to be on its last legs. But that was the 
general opinion on November 3, 1948. 
Remember wot hoppened? 


FOOD FOR THOUGHT 

“The costs of not curtailing federal 
expenditures this year—in view of our 
huge military budget and our foreign 
assistance programs—are too high to 
pay in terms of their effects upon the 
stability and efficiency of the American 
economy,” said W. Walter Williams, 
chairman of the CED and former 
MBA president. 

“A tax increase is not necessary, 
because it has been demonstrated that 
expenditures for the fiscal year can be 
reduced—that is, barring major un- 
foreseen international developments. 

“We are not opposed to deficit 
financing by the government as such 

in fact, if our stabilizing budget 
policy were followed, we would auto- 
matically have deficit financing in 
times of depression. However, the 
government needs to consider the 
financing problem it confronts in un- 
dertaking a large number of new and 
costly programs at a time when the 
the President’s 


economy is—to use 


: 09 


term—in ‘transition’. 


AUTHOR OF TEXTBOOK 
(Continued from page 18) 

Mortgage Investors—Individuals by 
James W. Collins, president, Tracy- 
Collins Trust Company, Salt Lake 
City. 

Developing and Operating an In- 
surance Department in a Mortgage 
Loan Office by Aubrey M. Costa, 
vice president, Southern Trust & 
Mortgage Company, Dallas. 

Operating a Mortgage Banking 
Business—Small City by W. W. Beal, 
president, Iowa Securities Company, 
Waterloo, Ia. 

Operating a Mortgage Banking 
Business — Large Metropolitan Area 
by Wallace Moir, president, Belmont 
Company, Beverly Hills, Calif. 





VOX POP 


Dear Mr. Nielsen: 

You performed a fine service in 
publishing Mr. T. S. Burnett’s ex- 
cellent article “Government vs. the 
People’ in the July Mortcace 
Banker. I have hopes that our or- 
ganization may be one of the first 
to come out of the muck of govern- 
ment subsidy. Yes, we’ve been right 
in the front ranks of those asking for 
subsidies of our own business while 
crying for less government interven- 
tion in our “free” economy. We ask 
for bigger insured loans, more guar- 
antees of “private” capital, greater 
purchase of our loans by government 
agencies. Is it really “private capi- 
tal” with such artificialities thrown 
around it? Do we grasp for the ex- 
pedient dollar at the cost of losing 
real soundness and basic economic 
freedoms? 

Success in the home-building and 
mortgage fields has come to mean 
exploitation of these government sub- 
sidies in the form of insured loans 
and direct loan purchases. The 
greater exploitation. the greater the 
success—the formula has become that 
simple. Good judgment and manage- 
ment are relegated to lesser roles. 
Perhaps our consciences are beginning 
to hurt. We needed Mr. Burnett’s 
cogent article and more thinking like 
it. 

Now that you have given us a fine 
start, | hope our next administration 
will be just as aggressive in standing 
our business solidly back on its feet, 
instead of using the government's 
crutches. To be specific: 

|. Eliminate the purchase of loans 
by FNMA at the earliest oppor- 
-tunity. 

2. Study and devise ways to grad- 
ually eliminate government in- 
surance of loans. Remember, 
we have learned a great deal 
about amortization and longer- 
term lending (not started by 
the FHA, incidentally). With 
these features, higher-percent- 
age loans-to-value might now 
be deemed reasonably safe, bar- 
ring such economic cataclysms 
as the 1932 depression. 

Robert M. Metcalf, Jr. 

Vice President 

Guaranty Mortgage & Trust Co. 
Memphis, Tenn. 
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HOW AMERICA LIVES 


in the Lustron Home 





KEPuen 
Mrs. A. M. Aiken, Danville, Va., 
reports: “‘A contractor told my hus- 
band he couldn’t duplicate it by con- 
ventional methods and materials for 
thousands of dollars more.” 





HOLLISTER 
Mrs. Everett Saunders, Wilmette, Iil., 
watches her home go up, with Floyd 
Stoner, foreman. “It’s so solid, so 
permanent,” says Mrs. Saunders. “I 
know—I saw it built.” 
















caveutn 
“It cuts housekeeping time 
in half,” says Mrs. W. H. 
Justice, Brentwood, Mo. 
“It’s so easy to clean. We 
vaited a long time for a home 
of our own, but we couldn't 
have chosen a better one.” 





KEPPLER 


“We looked at houses for two years before we bought,” say Mr. and Mrs. Edward L. Mills, 
Meriden, Connecticut. “Dollar for dollar, nothing came close to the Lustron for value. 


@ A young businessman in Connecticut... 
@ A prominent Virginia attorney... 
@ An Illinois veteran and his family .. . 
@ A teacher in suburban St. Louis .. . 


You have probably read or heard about 
what the Lustron Home promises as a 
*‘new standard for living.’’ Now people 
in hundreds of communities are living 
in Lustron Homes—getting their milk 
and their mail, talking to neighbors 
across back fences. It is already accept- 
ed as America’s new idea of home. 


If you have been thinking about a house 
of your own (and who hasn’t?), you’ve 
undoubtedly considered the Lustron Home. 
Here are actual photographs of people 
who own and live in Lustron Homes. We 
believe they will give you a realistic im- 
pression of Lustron value—value far in 
excess of its cost in today’s market—in 
size, Convenience, construction features 
and day-to-day living advantages. 
You will get, for instance, a spacious 
— 





five-room house, plus utility room—more 
than 1,000 square feet of usable floor space. 

You will get new permanence in con- 
struction and durability of materials, for 
Lustron has combined the known strength 
of steel and the lifetime beauty of porce- 
lain enamel. This also means the kind of 
low maintenance that never asks for a new 
roof or a paint job. 

And, of course, you will have the most 
modern type of radiant panel heating— 
up to now available only in the most 
expensive houses. 

Now read what real people have to say 
about it. That is the best way to judge. 

Remember, too, that this new high 
mark of American housing can be yours 
within weeks—not months—after you de- 
cide you want it. 

For the name of the Lustron builder- 
dealer nearest you, see your classified 
telephone directory, or write us. OLC. 


Lustron CorporaTION 
Box 2023 W, Columbus 16, Ohio 


THE 


TSTHOV 
a 


HOME 








TITLE INSURANCE 


For the Mortgage Banker 


A Mortgagee’s Policy of Title Insurance, in addition 
to its protection against title losses, facilitates the sale 


and transfer of a Real Estate Mortgage Loan. 


Issuing Agents in the Following States: 


Missouri Mississippi 
Kansas Texas 
Arkansas Colorado 
Tennessee Utah 
Georgia Montana 
Alabama Wyoming 
Florida Wisconsin 


Louisiana Delaware 








KANSAS CITY TITLE INSURANCE COMPANY 


Capital, Surplus and Reserves over $2,000,000.00 
112 East 10th St. Kansas City 6, Mo. HArrison 5040 





